Appfoved Ror Release 2005/01/12 : CIA-RDP88-013153000400180004-8'

THE PROBLEM AT HAND

Nonviolence is a way of overcoming injustice,
not of retaliating for it. Basically it is rooted in the
recognition that your opponent is human. Being
human, he will probably react with fear if you
threaten him, but in the long run he is likely to
respond with good will if you go out of your way
10 encourage it. Don’t expect immediate results.
“Tour opponent’s first reaction may be surprise

4t you have not answered injustice with injus-

-:. He may then become exasperated that you

~ot “talking his language,” and he may try to
- wou further, try to incite you to violence.
nly be very suspicious and think

.zning to trick him in some secret

v tnink that your nonviolence stems

-ess, and try to take advantage of you.
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" But gi'adually, it

If your campaign succeeds, it will not be by de-

feating him but by removing his hostility. You will ..~

not only have attained your objective but will have
given it a firm foundation in good will to make it
permanent. In the following, it is assumed that the
campaign is conducted by a group rather than an
individual. .

FOUR -

BASIC GROUND RULES

1. Define your objective. There is much injus-
tice around you.”A single nonviolent campaign
will not remove it all. Focus sharply on the im-
mediate injustice: it must be fairly simple and
easy to discuss in clear-cut terms. Other matters ~
may be drawn into the struggle later, and other”
major objectives will call for a major campaign
later on. ’ ’

2, Be honest. Part of your goal is to win your
opponent’s respect. Conduct yourself in a way to
encourage it; let him know by your own scrupu-
lous care for truth and justice that you merit his
respect. This may mean giving more than you get,
but you will find that it is worth it in the long run.
Remember, too, that you are not without guilt
yourself. You may benefit greatly by examining
your present and past conduct. .

3. Love your enemy. This sounds like a para-
dox, but it works. You are not up against a deep-
dyed villain but only a man who has done wrong.
Even though you are striving to undo that wrong,

you hold fast to your fon..ient -
", program, your opponent will gain respect for you. _

show od will to him no matter what he does.
Do not vilify, ridicule or humiliate him at any
time, in any way. Let him know at all times that
you are out to establish justice, not to defeat him.
4. Give your opponent a way out. By using
nonviolence, you are showing a kind of strength
that shows up the weakness of injustice. Don’t
lord it over your opponent. Recognize his ‘weak-
ness and his embarassment. Find a way to let him
participate in your victory when it comes.

FIVE STRATEGIC STEPS

1. Investigate. Get the facts. Clear up any pos-
sible misunderstandings right at the start. If you ~
are sure that an injustice has been done, be equally
sure who is to blame for it. A nonviolent campaign
based on false or shaky assumptions is licked
before it starts.

2. Negotiate. Go to your opponent and put the
case to him. Maybe a solution can be worked out
at this point. Maybe your opponent has a griev-
ance that you didn’t know about. Now is the time
to find out. If no solution is possible, let your
opponent know that you intend to stand firm to
restore justice, and let him know that you are
always ready to negotiate further.

3. Educate. Keep your group well-informed of
the issues, and spread the word to the public. This
may involve issuing mimeographed handbills,
printed leaflets or a number of pamphlets. It may
also call for door-to-door personal visits, tele-
phone calls, public speeches, press releases. Talk
to, the editor of the local newspaper and explain
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hold 1 it tenaciously until victory. This means
wejghing your own capacity for endurance and -
measuring carefully the task you set yourself.

3. Be humble. Avoid swagger as much as you
avoid knuckling under. Be prepared to concede
or to gloss over secondary issues, no matter how
provocative, which have no bearing on the im-
mediate conflict.

4. Be forthright. Deal fairly and honestly with
vour opponent at all times, no matter what he
does. Speak honestly and to the point.

5. Be calm. It is a rare person who does not get
angry and afraid under stress. Don’t think you are
being weak if you have fears, but try to overcome
them by remembering your goal, and do not show
=ither your fear or your anger.

6. Be helpful. Others who are involved in the -
ruggle may need your material or spiritual aid.
veryone in the campaign should be on the look-
at for the needs of others, and you should first
xe care of those who suffer most.

7. Be forgiving. Give up your resentment over

¢ Wrong you are striving to set right. Forgive

wur opponent; be big enough to reot out the evil

has done without bearing a grudge against him

zonally. - :

Be friendly. Without swerving from your ob-

’e, try to see the situation from your oppo-

s viewpoint. Do wHatever you can to develop

is good in him; let him know that you bear

10 malice and that you welcome from him
-me good will you consistently show him.
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But graduéliy, if you hoid fast to your non, .oient

- program, your opponent will gain respect for you. |

If vour campaign succeeds, it will not be by de-
feating him but by removinghis hostility. You will
not only have attained your objective but will have
given it a firm foundation in g will to make it
permenent. In the foliowing, it is assumed that the
campaign is conducted by a group rather than an
individual.

FOUR
BASIC CROUND RULE

1. Define your objective. There is much injus®
tice around you. A siag}e nonviolent campaign
will not remove it ail. Focus sharply on the im-
mediate mjusnce. it must be fairly simple and
easy to discuss in clear-cut terms. Other mattery
may be drawn into the struggle later, and otker
major objectives will cali for a major cam aign
later en.

2. Be honest. Part of your goal is to’ wm your
opponent’s respect. Conduct yourself in a way to
encourage it; let him know by yotr own scrupu-
lous care for truth and 3ust1ceythat you merit his
respect. This may mean giving more than you get,
but vou will find that it IS/Jdorth it in the long run.
Remember, too, that you are not without guilt
yourself. You may };élf‘ll greatly by examining
your present and pfist conduct.

. 3. Love your £pemy. This sounds like a para-
dox, but it wogks. You are not up against a deep-
dyed villain but only a man who has done wrong.
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Ve

fe showing a Yind of sLeth
e weakness of injustice. Don’t

IVE STRATEGIC STEFS
1. Investigate. Get the facts. Clear up any pos-

/ sible misunderstandings right at the start. If you

are sure that an injustice has been done, be equally
sure who is to biame for it. A nonviolent campaign
based on false or shaky assumptions is licked
before it starts.

2. Negotiate. Go to your opponent and put the
to him. Maybe a solution can be worked out
at this_point. Maybe your opponent has a griev-
ance tha{ you didn’t know about. Now is the time

3. Educate. Keep
the issues, and spread
may involve issuing mi
printed leaflets or a number

your position. Organize a letters-to-t

campaign and a similar campaign ef

government officials. Always stick to

avoid exaggeration, be brief and show
4. Demonstrate. Picketing, posts

“inass meetings and the handing out o

the street are called for at this stage, Ali o7 .

‘must be conducted in an orderly manner. T:

people who are demonstrating should be nez.

well-informed and calm, able to endure possibic
heckling and to withstand possible viclence with-
out panic, and without resorting to violence in re-
turn. It is most important to maintain discipline at
this stage and “keep cool under fire.” .

5. Resist. Nonviclent resistance is the ﬁna; step,
to be added to the other four as a last resort. Tth
means a boycott, a strike, the defianc Qﬁ,gg

ust law, 0; other formg’_unf Gl fs%p‘- -

el 1001

%‘me must be firm to avoid making your Tz-
sistance violent; every provocation must
answered with continuing good will, and vou «

be ready for self-sacrifice that will leave no dou.
as to your integrity and courage. But remember
that suffering is to be endured, never inflicied—
in this is the moral victory from which your
struggle can be won.

EIGHT RULES
FOR PERSONAL CONDUCT

1. Be creative. Nonviolence does not mean
being alcof or failing to act. You must act crea-
tively in the situation.

2, Be firm. Once vou have taken a position,
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